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IN  one  of  those  wonderful  "grandmother 
stories"  of  Germany  it  is  related  that  a 
proud  king  who  wanted  to  rid  himself  of  a  too 
bold  suitor  for  the  hand  of  the  princess  gave 
him  this  seemingly  impossible  task  to  perform 
before  he  could  claim  the  fair  one's  hand: 
"Cover  all  the  world  with  leather,  so  that  I 
can  ever  walk  abroad  without  fear  of 
hurting  my  feet,  and  you  may  marry  my 
daughter  and  inherit  my  king- 
dom." Whereat  the  almost  de- 
spairing suitor,  spurred  by 
love,  made  a  pair  of  leather 
shoes,  and  thus,  from 
the  king's  viewpoint,  ac- 
complished the  task  and 
won  the  lady. 

Nowadays,  that  the 
world  may  be  covered 
with  leather  for  their 
royal  majesties,  the 
American  gentlemen,  no 
less  than  ninety  million 
pairs  oj  boots  and  shoes 
are  made  annually  in  the 
United  States.  This  is 
exclusive  of  women's, 


THE  PRIMITIVE  "SHIM-: 


girls',  or  boys'  shoes  or  slippers,  the  quantity 
of  which  may  be  judged  by  comparison. 
The  total  value  of  men's  and  boys'  shoes 
made  annually  in  the 
United  States  is  about 
one  hundred  and  seventy- 
five  millions  of  dollars. 
And  this  enormous  sum 
does  not  by  any  means 
represent  the  total  cost 
of  shoeing  male  Ameri- 
cans. In  every  large  city 
there  are  a  hundred  or 
more  men  who  earn  liv- 
ings solely  by  selling  shoe 
laces.  Then  there  are  the 
thousands  of  cobblers 
throughout  the  country 
who  mend  shoes,  and 
last,  and  most  important 
of  all  from  a  financial 
standpoint,  are  the  hun- 
dreds of  thousands  of 
bootblacks  who  keep 
Americans'  shoes  cleaned 
and  shined. 

In  European  countries 
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AN  OLD  FASHIONED  SHOE-SHINING  1'AUI.oR 

shoe  cleaning  is  usually  a  part  of  the  slavey's 
duties.  The  men  of  the  house  leave  their 
shoes  outside  their  bedroom  doors  at  night, 
and  the  servant  is  expected  to  clean  and  polish 
them  before  their  owners  arise. 

Hut  in  America  the  average  city  man 
spends  more  jor  shoe  shining  than  for  shoe 
leather.    This  statement  may  seem  incredible 
until  you  consider  it.   The  average  man  buys 
two  pairs  of  shoes  per  year,  one  pair  for 
summer,  the  other  for  win- 
ter.   These  probably  cost 
him    at   retail   about  $7. 
Now,  if  he  averages  but 
two  shines  per  week  at  ten 
cents  a  shine,  he  would  ex- 
pend $10.40  in  one  year 
for  this  item  alone.  While 
some  bootblacks  charge  but 
five  cents  per  shine,  they 
expect  and  usually  get  a  tip 
of  five  cents  also. 

We  cannot,  of  course, 
assume  that  all  the  buyers 
of  shoes  in  the  United 
States  pay  for  two  shines 
per  week.  Some  men  and 
boys  shine  their  own  shoes 
when  at  home;  others  sel- 
dom, if  ever,  indulge  in 
the  luxury  of  a  shine.  Bui 
since  the  $175,000,000  men- 
tioned only  represents  the 
manufacturer's  price  of 


115,000,000  pairs  of  men's 
and  boys'  shoes,  and  does 
not  include  women's  or 
girls'  shoes,  it  would  seem 
conservative  to  estimate 
that  the  annual  amount 
paid  for  shining  shoes  does 
not  fall  below  $175,- 
oco,ooo. 

In  the  September,  1007, 
issue  of  American  Busi- 
ness Man  there  appeared 
a  magazine  article  entitled 
"The  Business  of  Black- 
ing Boots,"  by  Arthur 
Sears  Henning,  from  which 
the  following  is  an  extract: 
"Angelo  Geocaris,  the 
(ireek  bootblacking  mag- 
nate of  Chicago,  landed  in 
this  country  a  few  years 
ago,  with  less  than  the 
price  of  a  shine  as  the  sum 
total  of  his  worldly  wealth.    To-day  his  boot- 
blacking  parlors  are  known  in  a  dozen  of  the 
larger  cities  and. his  wealth  is  estimated  into 
the  hundreds  of  thousands." 

Tony  Aste,  as  he  is  familiarly  called  by  his 
friends,  has  made  a  large  fortune  from  his 
numerous  bootblack  stands  scattered  around 
New  York  City. 

As  an  instance  of  the  money-making  pos- 
sibilities of  the  shoe-shining  business,  it  may 
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be  said  that  a  small  fortune  was  said  to  have 
been  paid  for  the  bootblacking  privileges  in 
the  Hudson  Terminal  Buildings  at  Cortlandt 
and  Church  Streets,  New  York  City,  the 
lease  amounting  to  Si  12,500  for  a  ten-year 
term. 

When  you  stop  to  consider  that  in  the  city  of 
New  York  you  can  have  your  shoes  shined  every- 
day at  a  different  place  for  a  period  of  three 
years  and  four  months,  and  that  this  city's 
yearly  shoe-shining  bill  is  estimated  to  be  in 


This  marvelous  machine  is  rapidly  sup- 
planting the  bootblack  and  will  soon  he  the 
chief  rival  of  the  street-railway  companies  in 
gathering  in  the  nickels  of  the  public.  It  i> 
certainly  a  triumph  of  genius  and  commercial 
enterprise.  As  Arthur  Brisbane  wrote  in  a 
New  York  Evening  Journal  editorial  Decem- 
ber 30,  1907:  "The  Electric  Bootblack  has  a 
deep  meaning  for  those  interested  in  human 
development.  //  prophesies  the  end  of  de- 
grading slavish  labor.    It  obviates  the  neces- 


OPPOS1TE  THE  METROPOLITAN  OPERA  HOUSE  AND  JUST  ABOVE  THE  CASINO  ON  BROADWAY  IS  NEW  YORK'S 
LARGEST  ELECTRIC  NO-TIP  "SHOE-SHINER." 


excess  of  Si,  100,000,  you  will  appreciate  the 
magnitude  of  the  industry.  It  is  estimated 
that  50,000  men  and  boys  in  the  United 
States  earn  their  living  shining  shoes.  K  they 
average  but  Si. 50  a  day  each  their  annual 
earnings  would  be  $27,375,000. 

Having  digested  all  these  interesting  and 
really  remarkable  facts,  you  can  doubtless 
appreciate  the  significance  of  a  typically 
Yankee  invention  designed  to  shine  shoes  by 
electricity.  After  long  experiments  such  a 
machine  has  been  perfected,  simplified,  and 
made  commercially  practicable.  It  is  now  in 
operation  in  various  parts  of  New  York  City, 
Coney  Island,  and  Atlantic  City,  N.  T. 


sity  of  men  putting  their  foreheads  at  the 
feet  of  other  men." 

The  general  appearance  of  the  machine  is 
shown  in  ourjllustration.  To  get  a  shine  one 
merely  inserts  a  foot  in  the  opening  of  the 
base,  drops  a  nickel  in  the  slot,  and  pushes  a 
button.  A  pair  of  incandescent  signal  lights 
which  appear  and  the  whirring  sound  of 
rapidly  revolving  brushes  indicate  that  the 
electric  bootblack  is  at  work.  In  about  sixty 
seconds  the  lights  go  out  and  the  whirring 
stops.  This  is  the  signal  to  change  feet.  By 
inserting  the  other  foot  and  pushing  the  but- 
ton again  the  operation  is  repeated,  and  Io! 
both  shoes  are  perfectly  cleaned  and  shined. 
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caring  properly 
for  the  instep 
ySL  and    all  around 

"lp^<  the  heel  more 

thoroughly,  more 
carefully,  and  in 
less  time  than  re- 
quired by  the 
best  bootblacks. 
The  total  cost  is 
but  five  cents  as 
the  machine  ex- 
pects no  tips  and 
treats  all  alike. 

To  a  woman,  it 
is  immensely 
gratifying  to  be 
able  to  step  into 
a  clean,  conven- 
iently located 
store,  and  get  a  shoe  polish  without  the  neces- 
sity of  elevating  herself  on  a  conspicuous 
chair,  while  a  perspiring  Italian  rubs  on  the 
shoe  polish  with  his  hands.  This  store,  in 
which  the  machines  were  first  placed  for 
public  use,  serves  nearly  two  thousand  pa- 
trons a  day. 

It  has  proven  such  an  unqualified  success 
both  from  the  viewpoint  of  the  patrons  and 
the  owning  company,  that  other  batteries  of 
machines  are  being  placed  as  rapidly  as  good 
locations  can  be  secured. 

The  most  notable  of  recent  installations  are 
at  Luna  Park,  Coney  Island,  and  at  Young's 
Pier  and  Heinz  Pier  at  Atlantic  City,  N.  J., 
the  two  greatest  summer  resorts  in  the  world. 
It  is  estimated  that  the  profits  from  the 
Young's  Pier  installation  will  alone  pay 
dividends  of  one  per  cent  a  month  on  the 
entire  capitalization  of  the  company,  which 
for  several  months  has  been  earning  and  pay- 
ing two  per  cent  a  month  on  all  outstanding 
stock.  Each  machine  can  handle  from  200 
to  300  shines  a  day  at  a  gross  profit  of  about 
$10  a  day.  Operating  expenses  and  cost  of 
incidentals  are  comparatively  small. 

The  organization  of  this  company  is  quite 
as  unique  as  the  electric  bootblack.  The 
directors  placed  the  company  on  a  dividend- 
paying  basis  before  offering  any  of  the  stock 
to  outside  investors.  None  of  the  officers 
draw  any  salary,  their  compensation  coming 
only  from  the  dividends  on  their  stock.  As 
fast  as  money  is  received  from  the  sale  of 
stock  more  machines  are  secured  and  placed 
at  work,  immediately  earning  dividends  on 
the  investment  they  represent.    Since  favor- 


CLEAN,  QUICK  SHINE. 


able  locations  are 
constantly  on  the 
waiting  list  for 
machines,  this 
plan  is  a  practical 
guarantee  of  a 
continuation  of 
the  present  divi- 
dend rate,  and  it 
is  apparent  that 
this  will  probably 
be  still  further  in- 
creased in  the 
near  future. 

The  Westmore- 
land  Automatic 
Shoe  Cleaning 
Machine  Com- 
pany of  New 
York  has  the  ex- 
clusive right  to  operate  these  machines  in 
New  York  City  and  Atlantic  City,  X.  J.  It 
is  incorporated  in  New  York  State  for 
$300,000,  all  of  which  is -common  stock 
divided  into  shares  of  $10  each,  par  value. 
The  small  capitalization  of  the  company 
together  with  the  fact  that  the  shares  are  full 
paid  and  non-assessable  adds  to  the  attractive- 
ness of  the  stock  as  an  investment  for  the  man 
who  is  not  skilled  in  the  ways  of  Wall  Street 
financing. 

At  the  present  selling  price  of  the  stock, 
$15  per  share,  and  dividend  rate  of  two  per 
cent  a  month  on  par,  it  represents  an 
eighteen-per-cent  investment,  hence  it  is  not 
likely  to  remain  long  at  the  present  low  figure, 
which  is  less  than  half  its  present  real  value 
from  a  money-earning  standpoint. 

Every  reader  of  Broadway  who  is  inter- 
ested in  progress  should  get  an  electric  shoe 
siiine  at  the  first  opportunity. 

Every  reader  who  has  any  amount,  of 
money  to  invest,  from  $15  up,  should  write  at 
once  for  the  company's  interesting  booklet 
and  subscription  blanks.  Prompt  action  will 
be  necessary,  especially  for  those  who  want 
any  considerable  amount  of  stock,  since  the 
earlier  investors  are  so  pleased  with  the  re- 
turns already  received  that  they  are  making 
heavy  inroads  into  the  remainder  of  the 
treasury  stock  as  fast  as  they  can  release  the 
necessary  funds.  Readers  who  are  interested 
should  address  Westmoreland  Automatic- 
Shoe  Cleaning  Machine  Company  of  New 
York,  Night  and  Day  Bank  Building,  Fifth 
Avenue  and  Forty-fourth  Street,  New  York 
City. 
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